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Description du contenu de I'enseignement :
The course is organized around two dimensions
1. Intercultural Management

This course explores how cultural values and historical roots shape management practices across countries. Students learn to
analyze intercultural contexts using key theoretical models (Hofstede, Hall, Trompenaars, Irirbane) and develop strategies for
leading diverse teams, communicating effectively, and navigating cultural challenges in global business.

2. High-Quality Listening in Negotiations

Through a 2-day workshop focused on high-quality listening in negotiation contexts, students will explore listening as akey
component of effective communication, influencing how discussions unfold and impact professional and organizational
outcomes. The workshop includes discussions, practical exercises, and case studies to help participants enhance their
listening skills, manage conflicts, and achieve better negotiation results.

Course Structure

Session 1 : Concept of Culture and intercultural theories (DD)
Session 2 : The Culture Map - How to handle various cultures (DD)
Session 3 & 4 : Foundations of Effective Listening (Gl)

Session 5 & 6 : Applying Listening in Negociation contexts (Gl)
Session 7 : GapsMoov (DD)

Compétence a acqueérir :

Course Objectives and Learning Outcomes

» Acquire knowledge of the different paradigms and models in intercultural management
» Develop intercultural skills and competencies

By the end of the workshop, students will:

» Recognize the importance of listening in negotiations.

« Identify common misconceptions about listening.

o Learn practical techniques to improve negotiation success.

» Develop listening strategies through role-playing exercises.

o Understand how listening impacts conflict resolution and leadership.

After completing this workshop, students will be able to:

« Apply high-quality listening techniques in negotiations.

« Differentiate between effective listening and passive hearing.

« Use questioning techniques to guide conversations strategically.

o Implement listening-based conflict resolution methods.

» Recognize common barriers to effective listening and learn how to overcome them.

Mode de controle des connaissances :

The grade will be based on an assignment that will integrate experiential practice, reflection, and implementation of the
theoretical knowledge learned in the course.

» Engage in role-playing to practice listening strategies.
» Actively participate in discussions and exercises.
+ Reflect on their experiences and apply techniques in real-world scenarios.
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